SECTION M


EVALUATION FACTORS FOR AWARD


M.1	BASIS FOR AWARD


a.  Award Selection:  The offer that provides the greatest overall value to the FAA will be selected for award.  Therefore, the lowest total evaluated price offer may not provide the greatest overall value to the Government.  Offerors down-selected at any time during the selection process will not be further evaluated and will be excused from any further competition.


b.  Order of Importance:  Technical Competence is the most important evaluation criteria followed by Past Performance followed by Price.  Technical Competence is significantly more important than Past Performance.  Past Performance is more important than Price.  As Technical differences between offers decrease, Past Performance and Price may become more important among Offerors approaching equivalency.


c.  Eligibility For Award:  To be eligible for award, the Offeror must be determined to be financially viable and otherwise responsible.


d.  Award on Initial Offers:  The FAA reserves the right to award a contract immediately following the conclusion of any evaluation, and may not require discussions or negotiations with the successful Offeror or any other Offeror.  Therefore, it is critical that each offer be fully responsive to this RFO and its provisions.  Additionally, the FAA reserves the right to conduct discussions and negotiations with any individual competing Offeror, or all competing Offerors, as the situation warrants.


e.  Multiple Awards:  While a single award is anticipated under the CNS/ATM acquisition, multiple awards may be made if deemed in the best interest of the FAA. 


M.2	EVALUATION PROCESS


During the evaluation process, the Technical Evaluation Team will evaluate each Offeror using information submitted by the Offeror, or in the case of past performance, obtained from outside references and other points of contact, against evaluation factors contained in Section M.3.1.  


During the evaluation, the Technical Evaluation Team will evaluate the Offerors’ management capabilities and oral presentations against evaluation factors in Section M.3.1.  


Also, during this process, a Past Performance Assessment Team will conduct the past performance analysis and any risks discovered in accordance with procedures in Section M.3.2.  


A separate Price Evaluation Team will also evaluate Offerors’ Price Proposals against the evaluation factors contained in Section M.3.3.  


The various evaluation teams will then compile the results from all evaluation criteria and present their findings to the SSO, who will select the offer providing the greatest overall value to the FAA.


M.3	EVALUATION FACTORS


M.3.1 TECHNICAL COMPETENCE EVALUATION


The following factors will be used to evaluate Offerors.  They are listed here in descending order of importance.  The Oral Presentations are significantly more important than the Written Response to the Management Evaluation Question.


M.3.1.1  Oral Presentations:  Responses to the sample tasks in the Offerors’ technical proposal will be evaluated in accordance with the following evaluation criteria.  The comprehensive sample task is significantly more important than the concentrated sample task.  For both sample tasks, all three evaluation factors are of equal importance.


Factor 1. The degree to which the Offerors’ technical approach demonstrates comprehension of the complexity of the sample tasks, and the resources and strategy to implement a successful solution.  The degree to which the technical approach provides capabilities necessary to satisfy the sample tasks. 


Factor 2. The degree to which the Offerors’ technical approach for implementing the requirements is logical, valid, feasible, and achievable given the requirements.  The degree to which the technical performance and schedule risks are identified and mitigated.  The degree to which any innovative alternative approach(s) may offer a logical, valid, feasible, and achievable solution to the problem.  





Factor 3. The degree to which the Offeror identifies the appropriate number and types of resources, both personnel and equipment, necessary for successfully conducting the work.  





Because of the importance of the each of the factors considered in the oral proposals, any factor which is not considered at least fair will be deemed unacceptable.  A rating of unacceptable in any of the factors may render that presentation and the entire technical proposal UNACCEPTABLE.





M.3.1.2  Written Response to Management Evaluation Questions:  Responses to the Management Evaluation Questions will be evaluated according to the following evaluation criteria.  All three evaluation factors are of equal importance.


Factor 1.   The degree to which the Offeror’s proposal inspires confidence that the Government will receive the technical competence required to support the CNS/ATM effort.





	Factor 2.   The degree to which the Offeror appears to be able to manage fluctuation in work levels, including retention of personnel and rapid changes in staffing requirements.





	Factor 3.   The degree to which the Offeror appears to be able to secure highly qualified personnel through recruitment or selection from within the organization or a subcontractor.





M.3.2	PAST PERFORMANCE EVALUATION


Offerors are to note that in conducting the past performance evaluation, the FAA will use both data provided by the Offeror and data obtained from other Government sources.  The evaluation will consider at a minimum the following items:


Successful past performance will be evaluated based upon input received from individuals and organizations familiar with the work ethic, products, and standards of the Offeror, as demonstrated through previous or ongoing contracts of a similar nature.  Verified data will permit an understanding of how analogous work has been completed.  Offerors will be assessed as to whether they have compiled a track record of quality work, timeliness of performance, satisfied customers, and demonstrated cost and schedule control procedures.


M.3.3	PRICE EVALUATION FACTORS


The Offeror’s pricing proposal will be evaluated as to: the price reasonableness and price realism of each Offeror’s response; the confidence level in the Offerors’ ability to provide quality people at the proposed prices; and whether the pricing methodology appears to be well developed, substantiated and noting any unsubstantiated representations made by Offerors’ in any area.


Offerors are cautioned that unrealistically low proposed prices may be grounds for eliminating a proposal from the competition on the basis that the Offeror does not fully understand the requirement.





Proposing uncompensated overtime is not authorized.
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